
I. Business / Legal  
 
A.  Agent Duty to Disclose 

 See Handout 
 

 
B.  TDS (Page 3) 

 See Handout 
 

 
C.  Commission After Expiration of Exclusive Listing 

 See Handout 
 Expiration of Listing Letter (London Forms) 

 
 
        II. Business Development 
 A.  Increase your lead conversions 

 What if you treated every lead like it was you best possible client? 
 What if you had to __________ __________ __________ card? 
 Agents who convert take every possible opportunity to ____________ & 

________ on their clients will ____________.   
 
DAY 1 
 1. Send email with video 

 We live an epidemic of facelessness.  
 It is easy enough to send an email or text but when you add video you 

stand out from everyone else.  
 You should do this for every lead 

“We sell a home every 2.5 hours, for an average of 1.9% more $ 
and maintain an average of 4.96 of 5 star on reviews … and we’d 
love the opportunity to help you with your real estate goals. You 
can call, text or email me…” 

“We help our clients buy the right home, at the right price, for the right 
terms, in the right time frame and we would be honored to help you do 
the same” 

2.  Call within 5 min, text if not response. 
3.  If they are a high target prospect do some research on Facebook & 

LinkedIN 
4.  If a buyer add to you contact manager 6 week drip. (my mid-august you’ll 

have a contact manager seller drip campaign.) 
 

  DAY 2  (Tom Ferry) 



 Call, text, and email between 8-10 am and again betweem 4-6 pm. 
 Be sure this is on your calendar and you are doing calling and following 

up on your database every day.  
 Use the script “Hi (name), yesterday you (action) and I’m following up to 

make sure you received the information you needed. Im here to help, 
answer questions, schedule a showing… call me at (number)” 

 If they are a seller lead, add them to your seller warm/hot list and 
nurture them 

 
DAY 3-28 

 Call, text, email every 4 days until they respond.  
 Put this in your subject line on an email or as a text: “Are you still 

interested in buying/selling by the end of the year” 
 

DAY (or until they do something) 
 Add to email list. 
 Add to call list every 90 days. 
 Add to Facebook custom audience for marketing.  

 
B. Your website – your raving fans! 

 No site is like no menu 
 No site = no referral conversion 
 No site = no business 
 How to get reviews: 

1.  
2. 
3.  
4.  
5.  

 C. Amazon announces working with Realogy 
 You have to be kidding!  
 This means nothing because it offers _____________! 
 (See handout) 
   
   
    

 
D. You will win the business every time when you provide real value. Ideas: 
 1.  Send article on low rates and opportunity to refinance.  



  2. Look at what others are doing and personalize it – you can do it better! 
  3.  
  4.  
  5. 


